MEMCRANDUM FCOR SECRETARI ES OF THE M LI TARY DEPARTMENTS
DI RECTORS OF DEFENSE AGENC ES

SUBJECT: (Good Judgnent in the Conpetitive Procurenent Process

The Procurenent Process Reform Process Action Team forned
under ny charter, provided five recommendations related to the
i ssue of risk avoi dance versus risk managenent. The
recomrendati ons are designed to i nprove procurenent and
admni stration procedures, which will shorten the time it takes
us to award. MNone of these recomrendations requires changes to
our existing regulations, but they do require that we apply
common sense and good judgnent as we attenpt to nmanage ri sk
rather than avoid it conpletely. | ask that you distribute this
meno to the buying activities within your organi zati on and urge
you to pronptly adopt the concept these recomendati ons support.

Formal versus Less Fornmal Source Sel ection - The use of
formal source selection procedures unnecessarily delays snaller
dol | ar val ue procurenents. Acquisitions not meeting the
definition of “major systens”, as defined by 10 USC 2302 (5) or
t hose not designated by the head of the agency responsible for
the system should not be subjected to procedures simlar to
those in the formal source selection process. Cenerally, for
| ess than major acquisitions, the Source Selection Authority
should be at the level of the head of the contracting division or
t he program manager. For small dollar purchases the source
sel ection decisions should be made by the contracting officer
with the advice of technical and other specialists as nay be
appropriate. Unnecessary |ayers of review should be elimnated
and the decision making authority naintained at a | ower |evel
nore famliar with the details of the acquisition

Limting the Nunber of Eval uation Factors - Limting source
sel ection evaluation factors to those that genuinely discrimnate
anong proposal s saves tine, reduces the personnel required for
t he eval uation and reduces the cost to conpanies to prepare
proposal s. Technical evaluation factors should be limted to
those areas that are pivotal in successful contract performnmance
and with which an offeror’s conpliance nust be established prior
to award.




Preli mnary Eval uati on Approach - Wen a | arge nunber of
proposal s are expected in response to a solicitation,
consi deration should be given to using a prelimnary eval uation
to identify those proposals that are determned to have a
reasonabl e chance for award. Proposals that are unacceptabl e and
proposal s that are acceptabl e but nonet hel ess do not stand a real
chance of being selected for award shoul d be excluded fromthe
conpetitive range and the offerors should be so notified. The
solicitation should informofferors that there may be a
prelimnary eval uati on of proposals on the basis of the nost
significant factors (price or cost nust always be anong those
factors). These factors will be specifically identified in the
solicitation and based upon an eval uati on of these factors,
proposal s that have no chance of being included in the
conpetitive range will be excluded fromfurther consideration.

Award on Initial Ofers - Since negotiations are costly and
time-consumng, solicitations should provide for award w t hout
di scussions in appropriate circunstances. Contracting officers
shoul d not open di scussions unless other matters need to be
resol ved, provided offered prices can be determned to be
reasonabl e based on initial offers.

| believe by inplenenting these principles, and operating in
a ri sk managenent node, we can save noney for the taxpayers, use
the tinme of our acquisition personnel nore judiciously and be
nore responsive to our custoners.



